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(Please disseminate as needed to applicable Sales Representatives) 


As you are aware, RJR Retail Marketing Plan contracts and selling approaches fully support the 
Industry Approach for the obvious Category Management reasons. 



In RJR Non-Contracted retail outlets that are signed to competitive agreements, our strategy is 
quite simple -- RJR does not allocate promotional resources . It is extremely important that we 
continue to apply this strategy consistently across the marketplace. 


If you feel that exceptions to this guideline are necessary, it is important that all exceptions be 
approved by the Area Vice President prior to implementation at retail. While we expect that 
exceptions will be few, any exceptions to promote may include DPC, Gap, and/or Ceiling 
Strategy dollars, but may Ofii include National Workplan, or any promotional programs that are 
outside of our defensive “Meeting But Not Beating Competition" parameters. 


Your continued support in the execution of this promotional strategy is critical to the success of 
our current and future retail programs. 
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